1984 article index 


The following list includes all feature articles appearing in 

Medical Marketing & Media from January through December 

of 1984. Regular monthly columns (Washington Update, 

New Product Briefs, Industry Reports, Business Notes, 
and PMA Capsules) are not included. 


Subject/Title 


Advertising 
Set meaningful goals for journal advertising. 
Advertising pretesting and post testing: 
You need both. 
A rundown of advertising pretest and 
post test services. 
Publications providing post testing in 1984. 
Making Advertising Work: Changing Market? 
Get in position! 
Making Advertising Work: Gleaning quality 
results from a lean ad testing budget. 
Direct-to-consumer takes a broadside blow. 


Making Advertising Work: Miracles cost money. 


Making Advertising Work: Patient benefits 
deserve top ad billing. 
Is it time to eliminate the brief summary? 


Career Development 
Now's the time to explore the job market. 
Moving to the other side of the desk. 
1985 Forecast: a hot year for marketers. 


industry Opinion 


Speaking Out: Value in use: the hidden dividend 


behind brand-name products. 
It’s time to polish the industry's image. 
Speaking Out: The medium is the 
message. Sometimes. 
Speaking Out: There’s benefit for device 
marketers in cooperating with FDA. 
Industry R&D commitment: real or illusory? 
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Subject/Title Author 


Industry Surveys 
1984 health-care researcher survey: 
A healthy market for researchers. May 


July (addendum) 
1984 health-care agency profiles. December 


International Marketing 
Medical instruments: a favorable balance 
of trade. January 
Positive U.S. prospects in the Japanese 
medical equipment market. September 


Mail Communications 
Using pharmacists to generate a 
high prescriber list. July Staff 
You can reach the hard-to-see M.D.! October Larry Gabe 


Market Reviews 
Big journal bucks outside the medical/surgical 
books (nursing, pharmacy, hospital, lab/pathology). March 
A big year for Canadian medical advertising. April 
Canadian advertising: slimmer budgets for many. September 
Spotty growth in non-medical advertising. September 


Marketing-Potential Markets 
How physicians and consumers view the 
health-care system. April Staff 
The hospital market today and beyond. May Thomas E. Armbruster 
Are pharmacists beginning to substitute more? September Timothy J. McCormick 
The physician assistant: a growing factor 
in health care. October Peter M. Frishauf, 
Douglas Condit, PA-C 
Are physician assistants worth detailing? October David E. Mittman, R.P.A., 
Frank J. Rodino, R.P.A. 


Marketing Research 
Marketing Research Strategies: When to say, 
“Enough is enough!” October Juliet G. Zimmerman, 
Robert N. Zelnio, Ph.D. 


Marketing-Tools & Techniques 

Do drug company dollars always sully a 

scientific symposium? January Staff 
Ten tested applications of class-and-brand 

Rx data. January Wayne Fisher 
Turn medical trade shows into moneymakers. April Allen Konopacki, Ph.D. 
Opportunity knocks in the Rx-to-OTC switch. June Dilip Phadnis 
Marketing Medical Equipment: Techno- 

communications can amplify your sales effort. June David M. McCarty 
The workstation: a new way to mine the 

wealth of research information. July Staff 
Professional Brand Personality: a new 

approach to OTC marketing. August Paul K. Murphy 
Boost product adoption via peer 

word-of-mouth teieconferencing. August George R. Silverman 
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Marketing-Tools & Techniques continued 
Heuristics: a unique method of problem-solving. 
Maximize sales resources through 

telemarketing to the pharmacy audience. 
Integrating “high tech” into your 
marketing operation. 


Pharmaceutical Industry 

On trial in the media: the handling of Alupent. 

Physicians, pharmacists and consumers react 
to a direct-to-consumer campaign. 

Consumers report need to know more about 
Rx drugs, illnesses. 

2001: A glimpse of new drugs and 
delivery systems. 

The PAC blows out 50 candles. 


Selling/Detailing 
Five steps to sharpening your presentations. 
Effective Sales Management: How well are you 
listening to your market? 
Making the sales rep your differential advantage. 
What “makes” a rep? 


Effective Sales Management: Are you 
over-sampling? 
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